
he product was U.S. tree nuts.The
destination was Malaysia.The im-
porter was unknown to Michael
Hampel, logistics manager of PM
Global Foods, L.L.C. But the po-

SCGP Helps Move U.S. Nuts to Malaysia…
And a Whole Lot More

By Ingrid A. Mohn

tential for establishing a relationship to fa-
cilitate future sales of horticultural prod-

ucts like tree nuts and fruit juices was prom-
ising.Was it worth the risk to his company
of extending short-term credit?

Hampel knew just what to do. He
pulled out his well-worn application tem-
plate for USDA’s Supplier Credit Guaran-
tee Program (SCGP), filled it out and sent
it in.The application was approved, the risk
was reduced, the sale was made–and PM
Global had no problems getting paid by
the importer. Another success chalked up
to that grower of exports, the SCGP.

PM Global Foods is a 12-year-old in-
ternational trading company specializing in
food service and meat items around the
world. PM Global has several sales and mar-
keting offices offering customers such ser-
vices as merchandising, coordination of
logistics and documentation–all critical for

successful global trading.
“The SCGP is a piece of cake to use,”

said Hampel, “and the FAS staff is always
ready to help.” PM Global exports millions
of dollars of food products a year all over
the globe, but no matter how many places
they export, there is always a product it’s
never handled before being purchased by
an unknown importer in a less developed
part of the world.These are the opportu-
nities to build new export markets for
which the SCGP was created.

“This program allows us to open new
markets in places where we otherwise
couldn’t afford the risk,” said Hampel. ■

The author is a marketing specialist with
FAS’ Horticultural and Tropical Products Di-
vision.

T

O
S

4
9
0
5
4

June 2002 11 

Washington Winery Puts 
SCGP to Good Use 

By Elizabeth Mello 

S
timson Lane, Ltd., with vineyards 
sprawling across much of the Co
lumbiaValley, is the largest wine pro
ducer in the state ofWashington.The 
company began using the Supplier 

Credit Guarantee Program (SCGP) two 
years ago, when one of its managers was 
alerted to the program’s potential benefits. 

Since then, Stimson Lane, Ltd. has made 
substantial use of the program; the com
pany has found the SCGP to be helpful in 

expanding sales to areas that pose a finan
cial risk. 

“It’s export insurance,” said Willi 
Bickmore, manager for Stimson Lane. 
“From a credit standpoint, it’s an excellent 
collection tool. Importers have a greater in
centive to pay when the government is fol
lowing up if they don’t.” 

So far, Stimson Lane, Ltd. has used sup
plier credit guarantees to ship precious 
Chardonnays and Merlots to far-flung des
tinations like Barbados, Israel, Mexico, 
China, South Korea and Taiwan.And they 
are looking for more places to use the pro-
gram. 

The winery finds the SCGP easy to use 
and the documents easily accessible from 

the Web site. “It’s a good program,” 
Bickmore said. “We’ll continue to use 
it.” ■ 

The author is a marketing specialist with 
FAS’ Horticultural and Tropical Products Di
vision.Tel.: (202) 720-9903; Fax: (202) 
690-3346; E-mail: 
Elizabeth.Mello@fas.usda.gov;Web site: 
www.fas.usda.gov/htp/ 
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